- Now if you've watched any of my videos you know that this is a subject that I always talk about. You have to initially do two things. One, you have to know what you are selling. And two, you have to know who you are selling to. You have to think like the employer, talk to them in the way that they want to be spoken to. That's the way that we influence people. That's the way that we persuade people. You are selling a product to a customer. You are the product and the customer is the employer. And if you want to effectively sell anything to anyone, you have to think like them, feel like them, and be them in that moment. Get yourself in their head space. I want you to spend some time on this course, really making sure that you understand that. And I think because it's really important because that's where it all starts. That's where you will really have an impact. Now what are you selling? What do you stand for? What's the commercial value that you bring? So firstly, who are you? What is your brand? And yes, we are going to think of ourselves as a brand, as a product, because we want people to buy into us. Now Grant Cardone once said, and he's a top selling author and marketing guru, "People buy from people," and your personal brand is a clear indication of your value and what you have to offer, what you're bringing to the table. Your personal brand is what people say about you when you are not in the room, what they say about you behind your back, what they think and feel about you before they've even met you. It's powerful stuff. Do you know how they think and feel about you? Do you know how you are perceived? Because your level of self awareness is absolutely your greatest tool. If you know how you are perceived, you can then go out there and you can help shape that perception. Now we have a wonderful course on personal branding that I'm going to recommend to you. So check that out because this is a really big topic, and we go into the self awareness and self discovery and personal branding in a lot of detail. So check that out, if you think this is an area that you need to work on. But that is where it starts. That's your focus area. Now what are you really good at? What is your unique selling point? What aspects of yourself are you attempting to sell? Sell and market to employers? Make a list and get your value really clear in your head. Now tapping into opportunities that don't yet exist, haven't presented themselves yet, takes real courage and real focus, and you really are, I hate to say this, but you really are a tiny needle in one huge haystack right now. You have to make sure that you are noticed by the people that you want to get noticed by. So identify your markets, the companies that you really want to work for and focus your energy there. Because right now, you can't afford to talk to everybody. So in a nutshell, before you start reaching out to people, please spend some time figuring out who it is that you want to speak to, what problems that you solve. And this is a career planning exercise. Now you're watching the Accessing the Hidden Job Market course, so we're going to give you strategies to get out there and promote yourself. But I want you to take some real time to plan and think about who you want to talk to. We've got a great careers planning course on Career Cake or maybe you're doing that yourself through other means. But spend some time focusing on the plan before we get out there. 



Your network is everything
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- So you know what you're selling, you know what your value is, and you've done some work, and you know where you want to go. You know who you want to work for. Now there really is no better way to access the hidden the job market than through your network, and when I say the word network I know that sometimes people can get a little bit frightened 'cause they get these images of large conference halls with loads of strangers that you've got to go and have have a connection with and make conversation with, but networking isn't just that. It really just means getting in touch with people that you already know, and we already have our own network. We all know lots of people. Now you're probably already a skilled networker. You just don't realize it. Now how many times have you jumped onto Facebook, or texted people, or emailed, and asked people to recommend a good hairdresser or a reliable plumber? I do that. I've don't that recently. Or a good restaurant? Now we're all happy to ask people for help when it comes to needing a good haircut or finding a babysitter, so why don't we ask for help when it comes to our careers? We feel a little bit shy, like we don't want to. But your existing network consists of friends, friends of friends, family members, colleagues, people that care about you, and it's potentially huge, so don't be scared to reach out to those people, take them on your journey. Tell them your story. Tell them your motivators, why you're doing this, why you're getting out there because they could potentially help you. So just to recap, your network can give you referrals to people who can help you further. They might know of a potential job opportunity within their industry. They can give you advice on what it's like to work in a particular role. So look at your existing network and see who may be able to point you in the right direction. And that's why it's important to remain in contact with people. I always bang on about this, but stay in contact with former workers, colleagues, friends that even you know from university. That way it will help you in the future. If you have these relationships, the opportunities will present themselves. So make a list of people. Set time aside to make a list of people that you want to contact because you never know where the next opportunity's going to come from. Now you've worked your own network, but I also want you to consider attending networking events. Now if you're a student and you're at college, there might be a wealth of events that you can attend that are organized by your careers department or your faculty, in fact. So go to them. Go to as many as you can because the more people you meet, the bigger your social circle, and the more influencers you'll have in your network. But if you're not a student, then I would advise that you attend recruitment fairs, industry events. Read industry journals. Follow people, companies, organizations, professional bodies on social media. Keep up to date with events that they're planning, so that maybe you can go along and attend. You have to be creative to get noticed. You have to put yourself out there, and I know it's scary, but you have to to give yourself the best chance of success. 


Connecting with social media
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- You can't always get to these networking events, but you can do it online, lots of networking opportunities presents itself through social media. So LinkedIn is arguably the best online networking platform. As I film this, there are 500 million users and it's a great platform to network and connect with influencers. Now I always hear people say, "I'm on LinkedIn, "I've got that, it's fine, I've got that down," but they're on there, but they're not really using it effectively. You have to think that, LinkedIn is this massive party with all of these influencers that can help your career and you are invited to hang out for free. But a lot of people are on there, and they're just not talking to anybody, they're not active, so that's like being at the party and standing in the corner by the canapes not talking to anyone. If you're in the room, be in the room. So I'm going to just talk to you about the basics that you need in order to really network effectively on there. So a complete profile, a photo, an updated work history and qualifications. Now LinkedIn is different to other social media platforms and how you connect with people will be very different to how you connect with individuals on Facebook or Twitter. LinkedIn has its own rules of etiquette, many unwritten, but they will need to be observed. So you need to communicate effectively to get noticed, but in the right way. So have a plan. Who do you want to connect with? Or you've already got a plan. Write down a list of the people that you want to connect with and have keep in touch days, days where you go on and you reach out to them. Start following people in your industry that you respect, people that you can maybe even follow without necessarily connecting with them. You can follow their profiles. They might be a thought leader or people that are doing wonderful things in your industry. So visit LinkedIn regularly, post updates, articles, share stuff, comment on things, make yourself visible so that when people are reviewing their profiles, they can see that maybe you've looked at their profile or you've liked one of their updates. So make sure that you share and you comment as much as possible and be really, really active because good LinkedIn users do notice that. And that's how you start building relationships. Now, when you are posting and commenting, make sure that you're always courteous and to the point, and it's a value added comment. Join relevant groups. There's tons of them. And that's a great way for you to talk to people. There's often information on there about different roles, professions, sectors. Join those relevant to you and the ones that, the industry that you want to go and work in and add real value in, join those groups. But remember, groups are only as good as the people that use them. So every time you go there, add value. Be an active user. Now LinkedIn is not Facebook. So when I say an active user, what I want to say is you don't want to be posting 20 things a day. You're just going to annoy people. You've got a very targeted audience on here, but one or two posts a day. Don't overpopulate it. That's enough to get you noticed and it won't annoy people. But like I said, it's all about adding value. Now if you want someone to remember who you are, you have to make sure that you make them feel something. If you're looking to connect with a certain person, people in this industry, you have to share material that is of value. Don't just regurgitate articles that you've seen on the BBC or in the Guardian and just share them. If you're going to share them, say why you're sharing it. I specifically like point two, what do you guys think? And if you're connected to certain people, send them things that you think might be of interest to them. I found this article and I thought you'd find it interesting. You posted something last week about A, I thought you'd be interested to hear about B. Make people feel like you really see them, you hear them, and you value them. Make it specific, and like I said, get on there, be brave. They're on there because they want to connect. So yeah, they're strangers right now, but this is where it all starts. It's worth noting that connecting with people that we don't know yet on social media networks can be a little bit daunting. A few years ago, I worked with the guys at LinkedIn on something called a career confidence campaign. And 60% of the people that were interviewed said that they wouldn't connect on LinkedIn with somebody that had a more senior job title to them. We lacked confidence. So I want to just talk a little bit about this. When you're connecting with people that you don't yet know, look for commonality. Maybe, you know the same people, maybe you went to the same university, maybe you follow them on a different social media platform or you subscribe to their blog and you really enjoy their posts and discussions. Let them know, give them a real reason to connect with you and you're going to value this relationship. Just don't send the default message, can I connect with you? Make them feel that you see, hear, and value them. Another thing I think worth remembering is don't ask for anything at that first touchpoint. In that face-to face networking event, you would never walk up to a complete stranger and go, "Hi, my name's Amy, do you have any jobs?" No, you wouldn't. You would absolutely spend some time building trust, showing your value. Make them feel like they want to give you something back. That's just human nature. Remember to say things like, thank you. Good man is working social media, too. When somebody accepts your invitation, send them a quick message just saying thank you. Now we're really looking forward to your posts. And follow company pages that will give you access to more information. That way you'll get more information about the business and more of a reason to go in there and start conversations. You might see that the company's up for an award. So congratulate them. Say, "I saw that, amazing, well done." You might see that they're doing a charity event next month and you also support that charity. So it's another reason to start a conversation, wish them all the best. These are all touchpoints that will build on a relationship before you ask them for something in return. Another social networking site is Twitter. I love Twitter. I think it might even be one of my favorites. Although I do change from, my favorites change on a daily basis, but at the moment I'm loving it because Twitter allows you to reach out to people in a different way than Facebook. You can have 140 characters to write something. It's almost like a mini blogging site, and everything's a little bit more chilled, a bit more relaxed than LinkedIn. So think LinkedIn is in the office, whereas Twitter's kind of the pub after work. So it's still professional, but a little bit more chilled. So again, same strategy applies. Follow people that are doing great things in your industry. So have a little look to see who you're connected to on LinkedIn and then go over and find them on Twitter and connect there, too. So because of that use the same avatar. So the same photograph, keep that consistency. Pick your username carefully. No reason to have crazy Welsh chick. You have your name, you're building a brand. Your name is going to be on your CV. So we want them to associate the relationship they have with you there to the application when you finally do apply for that job. And again, you can follow companies, find out what's going on in the industry. You can search relevant hashtags. Find your Twitter voice and use it to build relationships. Again, the same strategies apply. It's still a human being, building a relationship with another human being. So make sure that you comment and you're active and you're making people, again, feel seen, heard, and valued. 


Techniques to get you noticed
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- There are numerous other ways in which you can be creative, and they require time, energy, some technical experience, or the willingness to learn, at least. But all of them, all of them require courage, courage to put yourself out there and be different. Over the years, I've come across some great efforts of people, you know, seeing them wanting to maximize their exposure and get their brand out there to the right people, and I'm going to give you some of my favorites now. I'm going to start by talking about my favorite, targeted video CVs. I want you to showcase who you are, and a video is a wonderful way to do that. You are more than two pieces of paper on a CV or an application form. You're a real human being with real value to add. You know, there's a character in there. And if you want people, employers, to fall in love with you and choose you over the other 20 people that could potentially work for them, you know, those people that might have 10 years more experience than you, use bigger words than you, dress better than you, know somebody in the Human Resources department that you don't know, you know, that person is always going to be out there, always. But your competitive edge is you, and we want them to see exactly who you are, and a video is a wonderful way to do that, something a CV cannot do. So a good video CV tells a story. The content is concise and tailored to the sector you want to work in. It showcases your strengths, your skills, your ambitions, why you get out of bed in the morning. And a targeted one will tell them why you chose them. So before you're saying, find me, pick me, tell them why you pick them. Think about the successes that they've had, the things that they're doing in their industry that really excite you, why you want to work for them. And even if there isn't a job opportunity there now, there might be, you never know. It just might not have been advertised. But even if there isn't, they will definitely keep you on file. And also, it's a great way for you to go over to social media and, again, connect with them there and build that relationship, get those conversations going. But make them feel special, and they will remember you. There's lots of other out-of-the-box thinking things that have been out there in the career space, so you could even Google that to get some ideas. But some of the ones that I've seen and people I've connected with or have a relationship with or particularly have loved I think is worth talking about now. The first one is Adam Pacitti, so employadam.com. Adam became world-famous within the career space and a lot of graduates that could feel the pain of applying for loads and loads of jobs and just not hearing anything back. So he had 500 pound left, and he used it to post a big billboard saying hire me, and then promoted his video CV, that we've just talked about, on YouTube and on his website. Another example is a chap called Fred that I met a few years ago, who actually stood at Waterloo, was handing out his CV, just had a little plaque and was saying that, you know, hire me, and I remember that my friend over at a recruitment company was just getting his lunch and saw him, and he ended up actually working for Matt in that recruitment business. So lots and lots of things that you can do to think outside the box. I would be here all day if I gave you all of the random, exciting, innovated, and sometimes a little bit crazy ideas. Some of them might be scary. Some, you think, I would never do that in a million years. But it's worth mentioning. Have a little, have a little think and maybe find something that you'd be comfortable with. I want you also to consider using recruitment agents to get introductions and create opportunities for you. It's worth noting that a recruitment consultant doesn't work for you, the job seeker, okay? You don't pay them, they work for the employer. Their job is not to help you get a job. Their job is to help that company find an employee, a suitable employee. But you can absolutely use this to your advantage to build relationships with them. But what I will say is don't put your career in somebody else's hands. Don't just use them as the only routes, because then you're just sort of sitting back and thinking, well it's, my opportunities will be created based on that person's ability to build relationships with the employer. So that's fine, but don't put your career in anyone else's hands ever. You remain the driving force. But use them as part of your job hunting matrix. And when you are using recruiting consultants, these are just a few tips from me, because I have been one for over a decade. I want you to help them help you. So they're going out there selling you to companies, trying to persuade people to meet with you. So give them a list of the real value-added points, your USPs, your unique selling points. Give them some testimonials, some references, people saying how great you are and how much value you've added, just so that they can give them to employers, so they can say, look, it's not just me saying how great this person is. Look, their ex-employer said this about them. Okay? And build those relationships. And also, there are some really dodgy ones out there, but there are some great ones out there. So ask your network. Go back to what I said earlier on. You know when I said you go onto Facebook and ask for a plumbing recommendation or a recommendation for a good hairdresser? Who knows a good recruitment consultant? Who's worked with them, okay? So get some recommendations and build those relationships. Talk to people. Take advantage of every single opportunity. Now, this will come more naturally to some than others. But you have to remember that networking happens all the time, in the most random places. It could happen at a wedding. It could happen at a train station, at a friend's party, in the queue for Costa Coffee. You just do not know. I met somebody on an airplane a few years ago that became a very, very big influencer in my career. Don't be scared, though, to strike up those conversations. You just don't know who you might be talking to. Now, think about information interviews. An information interview is a meeting where you, the job seeker, has an informal conversation with someone about a particular company, about the role or just about the sector, okay? They ideally are used to gather information to aid your career planning, but it could indirectly help you get a job in the future, because it's a great way to start building those relationships. And if you focus on building relationships, I keep saying this, the opportunities will come, I promise you. So find someone in the profession who works at a company that you're interested in working. Ask them if they're willing to just chat with you, you know, have a little conversation about potential career paths, their experience in the field, maybe even their own personal journey. Informational interviews should be done with people who are generally in your network. It's usually easier to approach those people, which is why the biggest message throughout this entire video has been build your network. So here are some tips to help you get the most out of information interviews. So first, plan who you want to approach. Make sure that, you know, they know who you are. Maybe you've connected with them on a social media platform, you've already started nurturing that relationship in some way. Then email and call them. Ask politely if you could just have 30 minutes of their time. Face to face would be better, cause it's easier to build a rapport that way, but Skype, Skype would be fine if they're really busy. They might even work in a completely different city, so Skype would be fine. Now, once they agree, prepare questions. Know what you want to get out of the conversation, and then maybe email the questions in advance. The more information you can give them in advance, the more respect that you show them. I've done so many information interviews in my career. I think it's always worth taking your CV with you, just in case at the end when you're having that conversation, why are you doing this? Oh, well, it's part of my job search. I'm trying to increase my knowledge. They might ask for a CV. So just be prepared. And maybe even ask, do you have any other contacts that might want to do an information interview? Okay? And then at the end of it, when you are super, super grateful, send them a thank you. And I'm not talking about a thank you note and an email. I'm saying do something that will absolutely leave them thinking, oh, my goodness, this person has blown my mind. So in the conversations, find out if they like golf, find out if they are into reading, find out if they like poetry, if they like going to the, to the cinema or watching plays. Just have those natural conversations, and then send them a gift, doesn't have to be overly expensive, but show them, show them that you really value what they've done for you. Because there's a wonderful quote that people will forget what you've said, they will forget what you did, but they will not forget the way that you made them feel. And we want them, you know, leaving this, I suppose, this interaction feeling like they want to meet us again at some point. There will be other people out there that will be interested in the information that you've just gained from these interviews. So, assuming that the people that you've interviewed are happy with you doing this, share it. Share all of this information. Create a blog. Yeah, set up a blog. Collect information that would be interesting to your target market, your industry, and share it. And it's a great way, as well, for you to contact people. So hi, I know that you're also interested in this. Do you want to subscribe to my blog? I've interviewed these people, or I've got these insights. It's a great way for you to start building relationships and basically positioning yourself as an industry superstar, and that's what I want for you. I want people to think, that person is doing some really interesting and innovative things. They're adding value. You're going off and interviewing people. You're then sharing that information. It's a wonderful way for you to build your brand, and you can do that on a written blog, so you could use a WordPress. You can do that in photographs, like Tumblr. You can set up a YouTube channel, which is what I did six years ago. It's completely up to you. But sharing this information to the, to the wider world is a great way for people to know who you are. A really quick one, but I want you to go out there and buy your web domain. So buy your aimeebateman.com. You can go to places like GoDaddy, you can use 123, there's 1&1. Lots and lots of platforms that you can do this. I think I paid six pound a year for my aimeebateman.com. Now, somebody might already have your .com, so maybe get your .co.uk, your .com.au, if that's where you are, or even, there's loads of other ones now. There's .info, whatever it is. Just get a platform that's on the internet that has your name on it, that everyone, when they Google you, will migrate there. So you're, you've got all of this information, you're doing all of this creative stuff, but you can host everything there. Because I promise you, very, very soon, people will not even use CVs. So people won't say to you, can you send in a CV? They will literally just Google you. That is the way that recruitment is going, okay? So make sure that you own that domain and you start building your brand online and managing your digital profile now. So I'm going to talk about Google AdWords. This one is particularly cool. I remember once reading about Alec Brownstein. Now, he really wanted to work in advertising, so he took out cheap Google ads with the name of the advertising executives in the title. After all, everybody in advertising at some point goes on the internet and Googles themselves. They're very tech savvy. So that's a wonderful way for him to get really involved, get out there, get noticed, but it also shows that he really understood his market, because that's what those advertising folks were doing. While we're talking about Google, I want to just talk about Google alerts, okay? You can set up Google alerts with the name of the company that you really want to work in. So I know that when people mention Careercake, we get a little notification. So you can just set them up. It's really, really easy to do. Even I managed to do it. Really easy to do. Do that with the companies that you want to work in, and then when, say for example you wanted to work at Crowdcube or LinkedIn, when you know that they're being mentioned on the internet because they might have won a new client or they've won an award or they're going into new markets, you're going to get that information, so you're going to be ahead of the game. You don't necessarily have to scour the news to find out what they're doing. Let the news about this business come to you. So next, I want you to get out there and approach people just speculatively, so companies that you have on your hot list, people that you've identified that you would love to work with, okay? And I want you to do these five things. Firstly, I want you to make it personal. When you're writing to these people, use their name. You are not writing to a company. Companies are not going to give you a job. Logos are not going to give you a job. Human beings are going to give you a job. And behind this application, behind this really cool company that you really want to work for, is somebody's mum, dad, brother, sister, somebody that's been exactly where you are right now once upon a time. So let's talk to them like they're a human being. Let's make them feel something, because I promise you, in the recruitment process, people forget that it's one human being talking to another human being, and all the personality goes out of the window. And that's the magic, that's the best bit. So use their name. We've got all of the social media platforms. We can find out who the recruiters are, who are the decision makers, who are the influencers within the roles that we would want to work in. So, obviously, if you want to go into marketing, write to the marketing manager, okay? So here we go. You use their name. Number two, you tell them why you have picked them. You tell them why you're approaching them. And this is really important, okay, because a lot of people, when they contact businesses, they just start talking about how fabulous they are, why you should hire me. Right now, mate, I'm not even listening, because all I'm thinking now is that you're just talking at me, you're not interested in me. And we've all met those people at parties, at networking events, you know, the people that come up to you and just talk at you. No. The people that are interested in asking and ask us questions, they're the people that we build rapport with. You want someone to be interested in you, make them feel like you're interested in them first. Tell them why you pick them. But keep it real. Don't regurgitate their business website values back to them. So I remember, sometimes you see people going, I want to come and work for you because you're a family business, or I want to come and work for you 'cause you, you want to help two million people by 2020 reach their career goals. You know, that's on our website. I want to work with you 'cause you've been going for 45 years. All you're doing is showing them that you can read their website. And, again, this is stuff that they see all the time. Don't tell them about their business. They know about their business. They work there. We want to go one deeper than this. We want to get really sophisticated. We want them to feel something, because it's competitive out there. So have you used their product or service before as a customer? So here's an example. I worked with a guy over in Australia, I was helping him get a job with an airline. It was Virgin. We're doing a speculative approach. He said, "I'm going to start talking about why I'm good." And I said, no, stop. Tell them why you picked them. And he just started regurgitating all of these values about Richard Branson and how he's an entrepreneur, he's innovative, he's, you know, he's a risk taker. I was like, well, all of that's true, and I love that you admire that. Lots of people in the world admire that. I certainly do. But their HR team will see that all the time. I bet, every single person that mentions that to them, they just go, okay, another one. And when we see things all the time, you know, it's like when you listen to your favorite song all the time. It loses impact. Now, we want to keep it really real. I said to him, have you ever been a customer? He said, "Yes. "I had to take a very difficult, stressful flight once "from New Zealand to Australia, "and I was in a really bad way, and they just knew. "They didn't say anything to me, "but the air cabin crew looked after me. "They just, they just made me feel "even more special in them. "They could tell something was up, "and they just looked after me. "And I decided then that I wanted to work for their airline, "and I've wanted to work for them "for five years, ever since." And I said, tell them that. That's how you start your speculative application. You don't need to go into, you know, why it was a difficult flight, all of your personal problems. No, we're keeping it professional. But tell them, tell them how you felt. So he did. He told them that "I want to work for an airline "that treats their employees so well "that you treat your customers like family, "and I've wanted to work for you since that moment." Now, the HR team read that, blew their minds. They told him that they got goosebumps. That did the job. That's what I want you to do. Now, you might not have had an experience as a customer, but maybe you've met people that work there and you were really impressed, you met them at a networking event. Just find something that's real, okay? Really make them feel something, something where they sit there and just go, yeah, that's us. Make them feel really proud. And then, once you've done that, then you tell them why they should pick you. So you pick your three things that we talked about earlier, your value, your USPs, your unique selling points, and you tell them how you're going to add value. Not just tell them, you then show them. So throw in a testimonial there or a quote from a reference or some examples of the things that you've actually achieved, some quantitative examples of results that you've achieved in your previous business. And then, next, I want you to tell them how much you want it. So don't just say, I look forward to hearing from you. Oh, thank you for your time. I look forward to connecting with you or hearing from you on LinkedIn or whatever. Boring. If you want it, tell them you want it. And I'm not going to say that you want to be desperate and you want to be begging them for an opportunity. No. You know, you're bringing something to the table too. But, but we've got a beautiful language with wonderful words, really passionate language. Use some of it. Given this opportunity, I would live and breathe a role with you. Anything like that. And, obviously, that's the kind of thing I would say. You've got your own, you know, your own vibe going on. You use language that you're comfortable with. But if you really want it, tell them how much you want it, because we want to surround ourselves and give people opportunities that are really going to grasp it, yeah, and get excited about it. And then, next, and this is really important, really, really, really important. Sign off with consideration. Because right now we don't know if there's a job there, and we don't want it to look like we're just saying all of this stuff to just hopefully get a job. It's like when you try and be best friends with somebody 'cause you secretly fancy their sister. You know, there's always a motive there, and we're human beings. You're on a job hunt, but you're still a human being. The psychologically, psychological, you know, way that your mind works is still the same. So don't make them feel like you're just flattering them because you want a job. Even if there are no opportunities, even if there's nothing that I can do to add value within your business at this moment, good luck for those awards that you're going for next month. Or I noticed that you've just signed off a new social, a corporate social responsibility program. Looks amazing. Good luck with that. Even if you have to get to page five of Google to find something out about them, just make them feel, in this moment, I see you, I hear you, and I value you, whether I get anything out of this deal, 'cause in this moment I care about you and I'm interested. And that's when it's genuine, and that's when real, wonderful relationships will happen, and that's when they're more likely to just think, yeah, do you know what? This person's, he's for real. She's for real. I'm going to put them in a pile, and when a job opportunity comes up, I'm going to call them. Or even, actually, I'm going to, I'm going to just call them and say thank you. That was a wonderful, a wonderful letter. And you can also, I say letter. You're not going to send them a letter. You could do. But email. You can also then connect with them on social media as well. So there's another reason for you to touch base with them. But I hope that, goodness. How excited am I right now? I think I just did all of that without even taking a breath. But I want these opportunities for you, but I want you to just get really creative and have fun with it, okay? So many people forget to do this personal stuff. You're not going to forget it, and that's, that's when the magic will happen. And I promise you, that's when you will win in your career. 